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HAWAI`I CONVENTION CENTER

MARKETING PROGRAMS
Calendar Year 2005

“The Facility Itself is Unequalled in All the World”

~ BOB DALLMEYER, Chairman of the Board,  International Association for Exhibition Management
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AGENDA

• Objectives

• Market Update

• What’s New

• Marketing and Sales Programs

• Key Partnership Programs
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GOALS AND OBJECTIVES

• Higher Spending Customer
• Conventioneers are typically profiled as the best spending 

customer for a destination

• Fill the Historically Slow Periods
• Fill the gaps 

• Focus on Business Clients
• Improve Hawaii’s image as a business destination

• After market potential – Island Visits
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“We achieved record attendance in coming to Hawai`i.  
In fact, our attendance tripled over what we normally would have.

You can absolutely do serious business in Hawai`i,
but it’s always tempered by great hospitality, 

great people, and great fun, so you get a lot accomplished,
and you do it in a wonderful atmosphere.”

~ JOSEPH FRACK, Chief Executive Officer, Society of Financial Service Professionals
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MARKET UPDATE – PAST 18 MONTHS

• Booking goals achieved for 2003 and 2004
• Forecast - 2005 and 2006 to meet booking goals
• Improved booking pace in long term segments
• Improvement in awareness of Hawai`i as a business 

destination
• The Hawai`i Convention Center ranks high in 

industry survey 
(Metropol – Hawaii ranks #1 in facility 
attractiveness)

• Achieved better than expected operating budget
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MARKET UPDATE – ENDURING REALITIES

• Continued growth in facility space – more competition

• Destination hotels that have large exhibit halls and 
meeting space (Mandalay Bay / Gaylord Enterprises)

• Program budgets are flat or decreasing

• Competitive pricing
• Free Centers
• Destination subsidy (Ground Transportation / VIP 

Receptions)
• Intensified sales and marketing efforts

• Mid-term corporate business is limited
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MARKET UPDATE – EMERGING REALITIES 

• High demand for highly qualified sales persons

• Short-term market continues to be the Japanese incentive market

• Improved booking pace in the long term segments

• Long-term rotation business has improvement
• 2009 - 2013
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MARKET UPDATE

• CLIENT ISSUES
• Boondoggle
• Overall Cost

• Air / Hotel / Shipping
• Time out of Office
• Cost to Exhibit
• Distance
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WHAT’S NEW

• The Hawai`i Advantage
• New marketing collateral addressing objections of doing 

business in Hawai`i
• Input from HCC Advisory Board
• Use client testimony
• Benefits of the destination and Center

• Upgraded HCC Web Site
• Enhanced destination information
• Partners corner
• Clients corner
• Booking portal

• Hawai`i Business Ambassador Program
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MESSAGE

Addressing Market Issues
The Hawai`i Advantage Brochure

Distribution
HCC National Sales Team

All trade events
Hotel Partners National Sales Offices
Third Party Providers (Conferon / Conference Direct)
SMG Facilities Sales and Marketing Teams
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“OFFER A PHENOMENON”

Convene Magazine & Association Management
Professional Convention and Meetings Association
American Society of Association Executives
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MULTIPLE  MARKETING  PROGRAM

• Direct Mail
• Postcard series in conjunction with ad campaign

• E-Marketing
• Post ad campaign
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“GREAT RESULTS 

FOR THOSE BOLD ENOUGH TO CONSIDER IT”
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HAWAI`I BUSINESS AMBASSADOR PROGRAM

• Working with Hawai`i business partners to get conventions to 
Hawai`i
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HAWAI`I BUSINESS AMBASSADOR PROGRAM
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DIRECT SALES PROGRAM

• National Sales Team
• Washington DC
• Chicago
• San Diego

• Honolulu
• Pacific Sales
• Japan Sales
• Client Service Support
• Hawaii Business Ambassadors Program
• Marketing Services
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PARTNERSHIPS

• Native Hawaiian Hospitality Association  
• Cultural Training and Destination Awareness

• Pacific Marketing Corporation –
• Business Ambassador Program
• PRIME

• O&M Hawaii – Advertising
• CTV – Convention Television
• The Limtiaco Company – Public Relations and Industry PR
• Digital Mediums – Web Site Development
• CM&I – Advisory Board and Focus Groups
• Pacrim Marketing – Japanese Web Site
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PARTNERSHIP OPPORTUNITIES

Destination Sales Collateral 

The Hawai`i Advantage

Timed Promotions

November 2004

Washington DC and Chicago – Mahalo Functions

May 2005

Washington DC and Chicago – Sales Blitzes

Web Site Links
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PARTNERSHIP OPPORTUNITIES

• Site Inspections

• Advisory Board

• Focus Groups

• Media Blitz

• ASAE – August 2005

• PCMA Annual Meeting – January 2005
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CONTACT

• PHONE: 808-943-3500

• EMAIL: info@hawaiiconvention.com

• WEB-SITE: www.hawaiiconvention.com

mailto:info@hawaiiconvention.com
mailto:info@hawaiiconvention.com
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“The first thing that I was impressed with about the Hawai`i Convention Center was its architecture.  

It’s very modern, a lot of glass, very open and it really allows you to see the beauty of these islands.  

You’re not contained in a building that’s full of walls.  

It’s very open and spacious, it’s clean, 

but the most attractive thing about the Center is the staff that works there.  

They’re an extension of our team.”

~ RON MACDONALD, Managing Director 
Society of Financial Service Planners
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MAHALO

HAWAI`I CONVENTION CENTER
Where BUSINESS and ALOHA Meet
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